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Hey there, this is Ray Higdon and welcome to the “7 Steps to Recruit More Reps into 

Your Network Marketing Company.” After recruiting hundreds and hundreds of reps into 

different network marketing businesses over the years, I’ve boiled it down to seven 

extremely important steps and I fully believe that regardless of where you are in your 

networking marketing career, taking these seven steps and really getting this and really 

paying attention to what I’m saying and listening to me will take your business to the 

next level.  

I really believe these seven steps can absolutely take you from MLM zero to 

absolutely MLM hero. 

First, let me share with you what the steps are and then we’re going to break each step 

down very specifically, very purposeful and you will be able to follow this training and 

implement it into your everyday life.  

The seven steps are: 

1) Talk to more people 

2) Say less to more people 

3) Be postured when prospecting and recruiting 

4) Proper follow up and how to handle voice mails 

5) How to train your new rep 

6) How to stay focused 

7) How to roll it all together and become a top income earner in your network 

marketing business.  

So, let’s get started! 

Step 1: How To Talk To More People 

I tell people that the number one mistake that network marketers make is they just talk 

to too few of people. In fact, I describe this as the MLM valley, in that most people 

talk to people and spend a crazy amount of time on their prospects, solely because that 

prospect will listen to them.  

It is very important to understand that it IS a numbers game. I don’t care if you are a 

super recruiter or not. It’s still a numbers game.  

Please take note:  I am NOT saying that people are numbers.  Each prospect you speak with is 

a real person with problems, goals and dreams.  They’re NOT numbers.  What I say “It’s a 

numbers game”, I’m simply stating the fact that I believe the more people to speak to, the 

more chance you’ll have at building a huge team. 
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People ask me, “How did you get out of foreclosure?” “How did you get out of being 

dead broke and depressed for well over a year, after losing everything in the real estate 

market in Florida?” I tell people, “Well, I did it by taking action.”  

My first six months in my network marketing business, after having failed in 

eleven different network marketing companies over a short three year time 

span…my first six months, I amassed 20 no’s  a day. Every single day, 

without fail, I amassed 20 no’s a day.  

Now, you may be asking yourself two questions. Number one, “Well, what does he 

mean by a no?” and number two, “Where did find twenty people to talk to?” Well, we’ll 

cover that in this step.  

First of all, what I considered a “NO”, in regards to the twenty no’s a day that I got, is a 

no meant, “No, I’m not open to taking a look” or “I’ve taken a look and no thank you, 

I’m not interested.” It could be before they see a presentation or watch a DVD or CD or 

after. Either one counted as a no.  

Six months!!  And, I actually did a pretty popular interview with Eric Worre, where he 

asked me how that happened. And, by the way, in that six months, I went from 

personal foreclosure, depression, being really, really down on my luck to my first 

$10,000 month in my fifth month. I had never had a $10,000 month in network 

marketing. And then my seventh month was actually my first $40,000 month in network 

marketing.  

And so, I can tell you, understanding it’s a numbers game is key 

and I think I’ve gotten better over the years, but I consider myself 

a pretty good recruiter. I still went for 20 no’s a day. And I got 

that concept, just to give kudos to the guys that put it together. 

But I got that concept from the Waltz’s “Go For No.”  

And, in that book, they talk about how the year that Babe Ruth hit 

the most or broke the home run record, he also had the most 

strike outs. So, what does that mean? That means he’s simply 

swung the bat the most amount of times and he broke records.  

If you swing the bat the most amount of times and you follow the seven 

steps in this audio, you’re also going to break records!  

And so, let me share with you, because I want you to understand that, I built my 

network marketing business with warm market and with cold market, doing it offline 

and doing it online. So I did it every which way that you can and I know sometimes it’s 

http://www.amazon.com/Yes-Destination-How-You-There/dp/0966398130
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popular for an online person to put down an offline person or an “old school” person to 

put down a “new school” person.  

I’m here to tell you that you can build your business online or offline. You can build it 

warm or cold market. I just don’t believe you can build the 

business without the phone.  

If you are interested in building a network marketing empire, but 

you’re not willing to use the phone, I’m going to suggest that you 

may either, A: want to change your philosophy, or B: look for 

another profession. 

And I mean that with all love in my heart and abundance and 

everything. This is a people business and in this day and age of 

technology, more and more people are craving being 

connected.  

We’re “connected” through social media, through Twitter, through mobile apps, through 

all these different things, but we’re not really connected, are we? Are we more 

connected than our parents or grandparents in the 20’s, 30’s, 40’s and 50’s? I don’t 

think so at all.  

I think we’re quite disconnected and so, again, I’m going to tell you, you can 

build your business online or offline. You can build it warm market or cold 

market, but I don’t believe you can do without the telephone.  

My Favorite Offline Way To Build 

My favorite way to build offline is by attending networking meetings. I 

love networking meetings for one specific reason and that is:  the 

people I meet there are more qualified than your normal, average, 

everyday person. When you’re on Facebook or perhaps buying leads 

and calling leads, you don’t know what kind of person that is.  

You don’t know if they’ve been watching mud wrestling all day long on 

TV and they’re just finishing up their second bag of pork rinds and drinking Pabst Blue 

Ribbon. You don’t know what kind of person that is.  

When you are at a networking meeting, here’s someone who has the tenacity or at 

least the urge to better themselves by going out and meeting people, so I love going to 

Meetup.com. If you go to MeetUp.com and look up your area, more than likely there 

are meetings that you could be attending. But this could include Chamber of 
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Commerce, real estate meetings, financial workshops, board of realtor meetings. But go 

to MeetUp.com, check it out. That is my favorite offline way.  

My Favorite Online Way To Build 

Now as far as online, one of my favorite ways is 

Facebook and, you know, my wife, she has done 

very, very well prospecting on Facebook and it is all 

about having patience, not be a spammer or a pitch 

person, but building relationships.  

Absolutely building relationships and connecting with 

people. Ask them questions. Don’t pitch too soon and please write this note down. 

Never send an unsolicited link; never.  

An unsolicited link is where you are sending over a website that they haven’t asked you 

for. That’s an unsolicited link. You want to build relationships, connect with people and 

just find out if there’s an opening there, if they tell you how much they hate their boss 

or how they’re looking at other ways to make money…now you have an opening and 

you can say things like, “Well, hey, that sounds great. It sounds to me like maybe you’d 

be open to what I’m doing and I’d be happy to share more information with you if 

you’re open to a side project that doesn’t interfere with what you’re currently doing.”  

Now in all of my suggestions (and you’re going to hear this more in posture and follow 

up) but please remember, I am not begging, bugging, chasing, convincing, twisting 

arms, or asking for favors. I am staying very postured and we’re going to cover more of 

that here in the future.  

Do I suggest you reach out to your warm market? The answer is ABSOLUTELY.  But, 

but don’t be addicted to the outcome. Don’t be so hell bent on signing them up or 

telling them they owe you one or twisting their arm to get them to sign up or pitching 

them your product without offering a solution.  

I really am firm on this. You want to go to your friends and family when you 

don’t care if they sign up or not. 

If you don’t care if they sign up or not then why bother going to them?  Because I hope 

that you believe in whatever it is that you are promoting. I really hope that and if you 

do, why wouldn’t you go to your friends and family? It’s kind of crazy, right?  

http://www.workwithjess.com/
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But don’t go to them with the attitude that you’re going to be upset with them if they 

don’t sign up or with the attitude that they should really do it and “it’s a no brainer” and 

“it’s ground floor opportunity” and they’re “going to make a million dollars”.  

You should be reaching out to them just to inform them what you’re doing and if 

they’re open to it fantastic. If not, no big deal.  

In fact, here’s the exact line that I 

used with my warm market.  

Now, some of you may not be as bad off 

as I was. I had called my warm market to 

promote 11 different network marketing 

products in a 3 year time span.  

So, when I called them with number 12, 

again in a 3 year time span, I said, 

“Listen, I’m going to build this thing. I’m 

going to build a huge business. It may or 

may not be for you. If you’re open to it, great. If not, no big deal. I’m going to build it 

with or without you. I’d love to do it with you.  

See how postured that is?  See how I’m not looking or seeking for their approval? I 

didn’t seek their approval. I was going to build it with or without them and that is the 

attitude to have. It’s not cocky. It’s not mean. It’s like, “Listen, I’m letting you know 

about this. This is what I’m going to do and if you’re open to it fantastic, and if you’re 

not that’s fine. We can still catch a ball game later. We can still be friends but I’m just 

letting you know what I’m doing.” That’s the attitude that you want to have, which 

leads us into step number two: Saying less to more people. 

Step 2: Say Less To More People 

Now, one of my mentors and coaches once said, “Ray, if you had to break network 

marketing down to one sentence it would be: Say less to more people.”  

But, is that what most network marketers do? Or, do most network marketers learn the 

comp plan, learn everything about the product and then they go and talk to one friend 

for four hours, beating them over the head, shoving samples down their throat and just 

telling them all the reasons why they should join? 
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If you’ve done that before, know that your past 

doesn’t have to dictate your future. You can change. 

So what’s my number one suggestion to “cure” this? Use 

tools.  

Your network marketing company has tools. I mean, there 

just wouldn’t be a network marketing company without it. 

They either have a CD, a DVD, a video presentation, a 

conference line recording, a website where people enter in 

their information, a sample. There’s some kind of tool that 

you can be using that will cut the biggest bottleneck out, which is you.  

The network marketer is the biggest bottleneck to the network marketing profession. 

Why? Because they overcomplicate things, they say too much, they talk people out of 

buying rather than into buying…So, make sure you use tools! 

If you’re not aware of any tools, go to your upline in your network marketing business. 

If they don’t know, go to their upline, go to their upline, go their upline. If you still don’t 

find any, go to an event and ask the top earners. Just ask them because they’re going 

to tell you. They did not become a top earner by not having tools. They became a top 

earner by having tools that were duplicatable and that leads me into the next thing.  

If it works but doesn’t duplicate it, don’t do it.  

“Well, what do you mean Ray?” Well, let’s say you’re listening to this and you are Bill 

Gates.  Let’s say I talked to Bill Gates and we’re both sitting in first class and I’m telling 

him about my business and he says, “Well Ray, I could put a little pop up ad.”  

(I actually got this example from Randy Gage, so I have to give a credit here.) 

So Bill says, “Ray, I could put a little pop up in Windows and every single Windows 

phone and Windows tablet and Windows laptop and Windows PC tower. All of them 

could pop up with our network marketing opportunity and we could probably, I mean, if 

we only get one percent of one percent, we could still sign up, you know 10,000 or 

20,000 people Ray.”  

And most network marketers if they heard something like that they’d be like, “Oh my 

God. I’m going to make so much money. It’s going to be so awesome.” But let me ask 

you this:  Let’s say you do that and 10,000 people join, can they do what Bill Gates just 

did? Do they also have software companies that can mass broadcast an ad? Of course 

not.  
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It doesn’t matter if it works. It only matters if it duplicates. I’m telling you. 

Please get this idea because even though in these seven steps I’m going to teach you 

to be a top earner and a top recruiter, you’ll never make a million dollars a year as a 

top recruiter. You’ll become a million-dollar-a-year earner if you learn how to create and 

use systems and tools that duplicate.  

It is not about just your efforts or the efforts of 

four or five leaders that you bring in. It is the 

efforts of the tens of thousands of people in 

your team.  

So, even though you may bring in the local TV 

anchor that could wear your network marketing 

t-shirt on the morning news every morning, 

that doesn’t duplicate.  

Who else has a morning news show? So, just ask yourself if you’re recruiting in a way 

that doesn’t duplicate…Well, don’t ask yourself. Just change it, okay. Do something that 

anyone else can do.  

It’s one of the reasons people ask me all the time, “Well Ray, how many one on one 

presentations do you do?” I actually don’t do any.  I am a presenter, I am a trainer, I’m 

a speaker, I’m a coach, and so when I do a one on one presentation, you can bet I can 

make it convincing but, can the person that I’m presenting to? No, not nearly as good, 

right? It’s just not as duplicatable. And so, I’m going to use a tool, the same tool that 

they will use and you’re actually teaching them what they should be doing. 

You want to be an inviter and a promoter. Not a convincer or explainer.  

One technique I came up with, I call it, “create a break in communication.” If you’re 

someone that traditionally just says too much to people, create a break in 

communication. 

And you can do that by either having one or manufacturing one and just say, “Hey, 

listen, I’ve got to jump on this conference call” or “I’ve got to jump on a coaching call 

or a training call but I just wanted to ask you this question. Would you be open to a 

side project if it didn’t interfere with what you’re currently doing?”  

See what I mean? I’ve already laid the groundwork for me to escape the conversation 

because I don’t want to say too much. The more that you say, the less duplicatable you 

are, because the prospect is not looking at, “Hey, is this a good investment of my 
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money?” They’re looking to see if it’s something they want to do and can they do what 

you’re doing.  

The more time you spend with them, they think to themselves, “Holy cow, I’ve got to 

spend an hour with each person I talk to? I don’t have that kind of time.” But if all 

you’re saying is, “Hey, watch this and now I’ve got to jump on a call but I’ll catch up 

with you later.” Could they do that? Of course they could. Say less to more people.  

Now, even if you are a very analytical person (which I love). Analytical people don’t 

necessarily make the fastest decisions.  But, when they do, they can really back it up 

with their research.   

But, the “problem” with analytic personality types in network marketing is two things.  

1)  They think everyone else makes decisions in the same way that they do. 

2) Because they’ve spent so much time studying the comp plan and they know 

exactly where the satellite bonus kicks in to the legacy matching code bonus and 

how the binary…right?    

If you have an analytical personality, you know all that stuff. And because you invested 

all the time to learn all that stuff you want to strut your stuff. You’re a peacock; you’ve 

got to strut those feathers, right?  

But don’t do that, okay? The more that you sit there and explain about the comp plan 

or the product, the less likely they are to join, because they think they need to know 

the same thing.   

The Difference Between Network Marketing & Traditional Sales  

Here’s an analogy I’ve used before:   

If you came in to my appliance store and I’m 

selling refrigerators and you come up to me and 

you say, “Tell me about this refrigerator?”  

I’m going to say, “Okay, well, it’s a sub-zero, it’s 

got this…If you notice the way that it keeps the 

cold in. If you notice it’s this many cubic inches 

or feet, etc.”   

I’m going to give you all the technical specs. I’m 

going to tell you how high grade the stainless 

steel is. How it was flown in from Switzerland. 
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How this is used by the Duke of York. And I’m going to give you all of these nitty gritty 

details. 

Why? Why would I do that? Because I’m not teaching you to sell refrigerators, I’m just 

selling a refrigerator.  

See the difference?  

In network marketing, I’m teaching you to do what I’m doing. I’m not teaching you 

how to sell a kit. I’m teaching you to do what I’m doing. I’m teaching you to duplicate.  

That’s where the money is and that’s how you help people out. You teach them a 

way that they can also follow. If you sit there and convince them and tell them all 

the details, they may join and that may be the worst case scenario long term, because 

they may end up hating you, because they realize that they can’t explain things the 

same way you do, because you say so much!  

So understand, in network marketing you’re not selling them a refrigerator. You’re 

showing them a way that they can also build a business and use a product.  

Now, don’t become so obsessed with overcoming objections (I know this flies in the 

face of most network marketing recruiting trainers). Most network marketing recruiter 

trainers, they give you what you want.  What you want to know is, “Well, what’s the 

clever answer to the pyramid objection?” “What’s the ‘no money’ objection?”…and so 

on.    

We obviously have those “objection rebuttals” to choose from, but my point here is you 

don’t really need to use them when you’re properly postured and you learn some very 

simple techniques:  Telling stories.  

So, if a prospect says to me, “Oh, your network marketing product is just a trend. 

That’s a fad.” I may roll it up with a story. I may say, “Well, I don’t know about all 

that.”  

Write this down:  “I don’t know about all that but…” 

“Well, I’m don’t know about all that but I have a friend that was a, you know, that used 

to be a realtor in Naples, Florida, that made $80,000 part time with this thing and, you 

know, she seems to get it and doing pretty good with it.”  

Hit someone with a couple stories instead of trying to overcome their objections.   
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The best place to locate stories for your network marketing business is to attend 

events.  

When you attend events, you hear others’ stories and you start switching them out 

instead of trying to focus on objection “handling”, which makes you very powerful.  

You will become a very powerful recruiter. You want to be busy. You don’t 

have all day! You don’t want to have time to sit there and answer a million 

different objections.  

You’re just tap dancing for them, like in the 

Old West, where they used to shoot at your 

feet and they would say, “Dance boy, dance”,  

You’re not dancing for your prospects. Don’t 

let them make you dance, which leads us into 

posture. I want you to worry much less 

about overcoming objections and way 

more about posture.  

 

Step 3:  What Is Posture?  

Posture is conducting yourself in a way that makes outside forces irrelevant to the goals 

that you have. 

This means, if I have a hundred people tell me no in one day and you happen to have a 

heart monitor on me, you wouldn’t even see a flicker. Why? Because I am what you 

would call territorial. I am very focused on my goals. Not the opinions of others. Not 

seeking the approval of others. So, worry much less about how to overcome an 

objection and way more about posture.  

Let me give you some real world examples: 

So, if someone says to me, “Oh, that’s one of those pyramid things” I may respond 

with, “I guess isn’t a fit for you man but good luck to you. I’d be happy to chat with you 

some other time man. I’ve got to go.”  

I don’t need and I’m not required to answer that objection. If you’re going to treat me 

with disrespect I no longer care. 
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The Matrix Move 

One of the most powerful examples of this is in 

one of the Matrix movies with Keanu Reeves 

and Laurence Fishburne.  So, the character Neo 

says, “A lot of those people out there, they 

don’t have the same belief as you. And, you 

know, they disagree with you.” And Morpheus 

says, “My belief doesn’t require them to 

agree with me.”  

Oh, man talk about posture; “My belief doesn’t require them to, doesn’t require them to 

agree with me.” 

How many network marketers can you say actually carry that kind of posture? Not 

many, right? Most are blowing in the wind. They ask their friends, “Hey, do you think I 

made a good decision?” What’s that friend going to say? And by the way, does this 

friend have the lifestyle you really want? Probably not.  

So, instead be like the mountain that no matter how hard the wind blows it never 

moves. I think that’s a quote from Buddha. Understand that most people are just trying 

to steal your power. They really are.  

How would you operate if you ran a medical office, a law office or a hundred million 

dollar a year real estate office? Would you act the same way when prospecting, when 

talking to potential people about your business or would you carry yourself a little bit 

higher, a little bit more postured?  

I’m going to encourage you to BE THAT. Be a professional and really stick to your guns. 

Be a professional so that when people meet you, whether they join your network 

marketing company or not, they respect your posture.  

Don’t treat your network marketing company like a hobby. Treat it like a million-dollar 

business.  

Often, when I share my thoughts on posture, people will say, “Well, that’s real easy for 

you to say Ray. You make all kinds of money now and you’re the number one income 

earner in your company.” Okay, I get that, alright?  

What they don’t understand is that it is that attitude that got me to become a top 

earner. It is that attitude that got me to the top of my company. I didn’t develop it once 

I got here. That’d be strange. It is that attitude that got me here.  
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I approached almost all of my warm market.  And not one of them were turned off. Not 

one of them avoid me. Why? Because I did it in a postured way.  

“Hey, I’m going to do it with or without you. I’d love to do it with you. Hey, if you’re 

open to it great. If not, no big deal.”  

I’m not addicted to the outcome. I’m not going to be mad at you if you don’t look at my 

video.  

Important Note:  There is a HUGE difference between acting like you don’t care 

about the outcome and REALLY not caring about the outcome.  Don’t go back & re-

approach your warm market until you’ve really, honestly reached the point where you’re 

confident about what you’re doing, and you’d be totally fine with it if they laughed in 

your face and refused to look at your presentation.   

If the thought of your closest family member rolling their eyes at you causes 

your heart to race, you’re not quite there yet. 

 

Step 4:  Follow-Up & Voicemails 

Now, here’s a great question:  When it comes to posture - should I follow up or wait for 

the prospect to follow up? 

One of the reasons that I don’t hand out a business card, is that hardly anybody follows 

up. The next time you’re at a big expo or a convention, you know, the ones with all the 

trade show booths, drop your business card in all the different fish bowls and see how 

many of them actually follow up with you.  

In a big convention of a hundred trade show tables, if you get more than one or two to 

follow up with you, that’s shocking. I’m serious. People are terrible at follow up.  

So, when I am talking to a prospect I make the assumption that they’re just 

as terrible as everyone else and I want to get their information. People ask me 

what kind of business card do I have.  I hardly ever carry business cards, because 

where I go I want to get their information. Very different. Why? Because Ray Higdon 

will follow up, okay? I follow up.  

You give me your information, you’re going to get followed up, because why? 

I’m a professional. Not everyone is. Welcome to the game. I’m a professional.  
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My 3-Step Voicemail System 

(Please print this section & pin it next to the place where you make follow-up calls) 

In Step #1, I told you that my favorite way of talking to more people and getting leads 

is to go to Meet-Ups & other offline events.  Well, when I go there I don’t go wearing a 

huge cowboy hat with my network marketing product on it or a t-shirt with ,y company 

logo on it.    

I go there dressed nicely, professionally and I capture as many business cards as 

humanly possible.  

I try my hardest not to pitch or talk about my network marketing 

company but just to ask them questions about their business. If 

you want to know a fantastic resource for this, Bob Burg wrote a 

great book called Endless Referrals. It really describes this in detail.  

I grab their business card, and I follow up with them the next day. 

“Hey Joe, I met you at the real estate convention. We didn’t really 

have a whole lot of time to talk and I was just really impressed by 

you and I wanted to, you know, just see if there’s anything that I 

can do to help you in your business and, you know, what is the perfect kind of client 

that you’re looking for?”  

And at some point, it could be early on, it could be a little bit later on, I’m going to ask 

them, “You know what Joe, you’re really sharp. I love working with sharp people. 

Would you be at all open to a side project if it didn’t interfere with what you’re currently 

doing? I’m looking for good people and I think that there may be some synergy here.”  

By the way, you know the difference between an amateur and a 

professional? An amateur practices until they can get it right. A professional 

practices until they cannot get it wrong. That’s the difference.  

So, let’s say I talked to Joe and Joe says, “Well, I don’t know. I might be open to it.”  

Me:  “Well, Joe, tell you what. I’ve got to jump on a conference call,” ((break in 

communication)) but what I’m going to do…is this your valid email address? 

joe@joe.com?”  

Joe: “Yes, it is.”  

Me: “Well, Joe, I’m going to send you over a little video. It’s five minutes long, how 

soon can you watch this five minute video?” 

http://www.amazon.com/Endless-Referrals-Third-Bob-Burg/dp/0071462074
http://www.amazon.com/Endless-Referrals-Third-Bob-Burg/dp/0071462074
mailto:joe@joe.com
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Note:  I didn’t ask Joe “WHEN can you watch this video?”  

And Joe’s going to say, “Well, 4 o’clock today I can watch it.”  

Me: “Perfect. Well Joe, I’m real tied up until then but tell you what I’ll do. I’ll give you a 

call right at 4:15. Is this the best phone number to call you on?”  

See, not only am I setting the follow up time, because that’s what professionals do, but 

I’m also verifying that this is the right number. They may give me a different number.  

Joe: “Well, actually I’ll be at home and my cell phone service isn’t that great, so this is 

the right phone number.”  

So, at 4:15 I call Joe, and I get his voicemail.  Do I panic? Do I yell at Joe? “Joe, where 

are you? What the hell is wrong with you!?”  

NO! 

Here’s my 3-Step Voicemail Process: 

1) “Hey Joe, this is Ray. We were supposed to talk at 4:15. I understand things 

have gotten busy for you. Give me a call at your earliest convenience. Be happy 

to chat with you.”  

Now, what happens in the mere chance that Joe doesn’t call me back? Now, I say mere 

chance as kind of a joke, because if you’ve been in network marketing there have been 

lots of people that didn’t call you back.  

Well, in 24 hours I’m going to give Joe another call and if it goes to voice mail, which 

sometimes it does,  I say: 

2) “Hey Joe. Joe, we were supposed to talk yesterday. I just want to verify that 

everything is okay. By the way, if this thing is not a fit for you that is so totally 

cool. Just give me a call. Let me know and I’d be happy to mark you off my list 

and, you know, just let me know. I hope you’re okay though. I didn’t hear back 

from you. Hope all is well in your neck of the woods. My number is…Give me a 

call at your earliest convenience.”  

I’m going to wait 48 hours for my third voice mail. Sometimes I might switch it up and 

not call at the exact same time, but call earlier or later in the day.   

3) “Hey Joe, haven’t heard back from you. I assume that this isn’t a fit for you and, 

you know, hey, I don’t want to bug you, so what I’m going to do is I’m going to 

mark you off my list. I will never call you about this ever again. I definitely wish 
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you the very best that life has to offer and it was so nice to meet you. Take care, 

my friend. Talk to you later. Bye, bye.”  

POSTURE!  Guess which voicemail will get you most phone calls back. The third one.  

People hate the idea of being marked off a list and they hate coming across as rude.  

However, if you are pitchy or salesy and say, “Joe, you don’t understand. You’d be 

great for this. You’d make a million dollars and you’d be... blah, blah, blah,” then you’ve 

given them the right to be rude.  

Don’t give people the right to be 

rude by being a sales pitch artist.  

Now, if you talk to someone who is 

rude to you, and when you follow up 

with them they say, “Yeah, I watched 

the video. That thing is a big scam.” 

What are you going to do?  

Are you going to roll into some big 

presentation on overcoming that 

objection? No. Be postured.  

You say:  “Cool, no problem. Well, hey, it sounds like it’s not a fit for you but let me ask 

you this. Do you know anyone that does want to make some extra money?”  

The simple fact that you’re not fazed by them trying to steal your power stands out. 

How many people in society actually maintain their power when someone dogs them? 

Would that be nobody?  But YOU DO!   

Step 5:  Training A New Rep   

There is a subconscious thing going on here that causes me to believe one of the 

biggest reasons that people fail to recruit is they don’t know what to do with a new rep. 

They literally do not know what to do if they do get a yes.  

And so, they constantly unconsciously sabotage themselves. 

If you ask somebody, “Hey, would you like to recruit a rep?” They’re going to say, 

“Yeah.” But if they’re concerned with what they would even tell that rep, they will 

subconsciously sabotage themselves.  
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To solve this, you’ve got to keep it simple. You’ve got to rely on tools. You’ve got to 

teach your new reps the seven steps that I talk about in this audio.  

I want you to follow whatever your upline tells you to do to train a new rep, I would 

definitely look at their success pattern. If they have a massive amount of more success 

than you do, you might want to consider listening to them.  

Before you run to your upline with a question, I want you to pretend that someone in 

your downline asked you that same question. How would you answer it? See, the 

interesting thing about that with role reversal, is a lot of times we actually know the 

answers. We’re just trying to overcomplicate things and delay our success and act like 

we don’t. And so, whatever question you have for your upline, pretend like you just 

recruited somebody and they have the exact same question you do and they just asked 

you. What would you say to that?  

Now, there are certainly some instances where you won’t know. Okay, and in that point 

definitely go to your upline and ask them, but on a lot of cases you actually know the 

answer. You’ve just got to implement and execute.  

Understand that however you got your new rep into your business is how you 

need to teach them to get their new reps in. This is why it’s so key to be 

duplicatable.  

Let me give you a terrible example. It’s actually a 

great example, but a terrible story. I had a lady 

come into my network marketing business and 

somebody taught her at some point in time to do 

postcard mail-outs. I’m not against postcard mail-

outs. I just don’t know the duplicatability. And, in 

this instance, it didn’t work out.  

She sent out 2500 postcards and she got 25 

signups and lo behold, she actually made her 

money back.  

Now, first of all, that’s awesome, right? That’s 

impressive. It worked. But, what did her people 

do? All 25 of her people, guess what they did? 

They also sent out 2500 postcards.  

So, here you have 25 people, they all send out 2500 postcards each. Now, you would 

think that if she got 25 signups, her team should be able to duplicate the same, right? 
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Guess what? Zero. None of them. All 25 sent out 2500 postcards. None of them got one 

signup.  

So, what happened? They all quit! 

Be very careful.  Am I saying that paid advertising doesn’t work?  No, not at all. But a 

massive amount of testing and tracking needs to go into something like that, into co-

ops and advertising and things like that.   

You need to have a simple system that anybody can follow.  If you are doing something 

that nobody else can do, that’s not going to work. It’s not going to work forever. Just 

know that. That’s very, very key. Keep it simple.  

Step #6:  Staying Focused 

You’re going to get distracted and you’re going to 

want to quit.  

See, if you talk about the elephant in the room it’s 

no longer the elephant in the room! 

There will be things that get in your way. There 

will be family members that get into car accidents. 

There will be family members who have health 

issues. You will personally have health issues. 

There will be things happen in your life and you 

need to understand they’re going to happen.  

There is no perfect, serene ocean out there that 

you can just build your business from.   

So, stop using these two terms, “If only” and “When I.”  

So, if you say, “Well, if only I had more time…” Baloney, you don’t need more time. You 

just need to use your time more efficiently.  

Or, “When I have an extra $10,000 then I can build…” No, it’s not “When I.” It’s not “If 

only.” Okay? Focus now. Focus on the long term benefits.  

Is it worth the two to four years of sacrifice other than the forty or fifty years of non-

sacrifice, of being in a job that you hate, of not spending time with your loved ones, of 

not having residual income, of not being able to travel like you want to?? 
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Just understand that. It’s a big deal. And just know, you’re going to get 

distracted and you will want to quit unless you’re not human.  

As long as you’re a human being, you will have things come up. You will. That’s just the 

case. You’ve got to be committed. 

I love what Dr. Michael Beckwith says, “Pain pushes you until a vision pulls you.”  

You should get up in the morning wanting to talk to people about your 

network marketing business. Truly wanting it.  

Because it’s a great product or service; because you know you are a value and you’re 

helping people in an economy and a time where it’s so needed. That should pull you to 

take action.  

If you wake up thinking, “Oh God, I’ve got to talk to people today.” You’re not in the 

right mindset. 

No, you want to be fired up. Stay fired up, but stay fired up long term.  

Some suggestions for you, the Compound Effect by Darren Hardy, the Slight Edge by 

Jeff Olson. Either of those books are really, really good for long term success and that is 

the name of the game, which leads us to our last step: Becoming a top earner.  

Step #7:  Become A Top Earner 

Here’s what you need to know about Top Earners: 

 Top earners don’t do the minimum 

 Top earners OWN their routine.  

 Top earners are coachable because they want to be the best. 

 Top Earners can come from any background but are typically born of tough 

circumstances or at least they come out of tough circumstances.  

Most times one of the problems with network marketers is they have too many 

options. They have a job that’s paying them just enough to not quit. They have a 

job that’s paying them just enough to 

pay the bills. And so they don’t see the 

urgency until they lose their job.  

It is typically out of hardship that people 

truly become an inspiration in this industry 

and so know that if you’re going through 

http://agapelive.com/
http://www.thecompoundeffect.com/
http://www.slightedge.org/
http://www.slightedge.org/
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hardships, if you have it tough right now, this is exactly the perfect time for you to 

become a top earner. This has been Ray Higdon, your “7 Steps - How to Recruit More 

Reps in Your Network Marketing Business.” Listen to this every day for the next 

hundred days and you, my friend, are going to become a top earner and an influencer 

in your network marketing business. Thank you so much! 
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About Ray Higdon 
 

Ray Higdon was born in Seymour, Indiana and moved to 

Southwest Florida in 1989 where he currently resides. Ray is 

the proud father of two awesome boys, Ethan and Brandon. 

They are active in boy scouts and about any school fundraisers 

where the boys get to practice their early on sales abilities. If 

you wanna see Ray light up, ask him about his kids. 

  

A born entrepreneur, Ray Higdon started his sales career at 

the age of 12 when he was selling 90-100 airhead candies to 

his schoolmates, this led to a constant craving for fun and 

profitable businesses. 

 

When Ray Higdon was 18 he worked 3 jobs, one of which was the night shift at Winn 

Dixie where he met a manager named Chad. At the age of 18, Ray was searching for 

guidance and asked Chad what his goals were. Chad replied that he planned on just 

sticking with the company even though he hated it. 

When Ray asked why, Chad replied that he had worked 

there so long that he didn’t feel he could go anywhere 

and make the same amount, so he would just stay 

there. That reply stayed with Ray his entire life. 

Never would he settle in a place he didn’t want 

to be. 

 

Ray Higdon and Corporate America 

Ray began his corporate life as a project manager for 

Collier County Community Development Services, 

which, at the time was the second fastest growing 

county in the United States, processing about 800 house permits a day. As the project 

manager, Ray was responsible for the systems and software that ran the county 

permitting. Ray eventually worked his way to Enterprise Database Administrator, a 

really healthy salary and, let’s face it, a pretty secure job with the county government. 

But, he was bored out of his mind. 

Ray Higdon and Real Estate 

Ray grew tired of corporate life, working lots of hours and helping someone else 

accomplish their dream, at the age of 26, he quit his $80,000 a year salary job with an 

insurance company and started his own real estate investment company.  

http://rayhigdon.com/wp-content/uploads/2008/09/BoBN10-cover.jpg
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In his first year of real estate, Ray and a partner purchased 37 cash flowing rental 

units. Being a landlord for 37 rental units in the ghetto of Fort Myers was quite an 

interesting experience. After kicking out 3 drug dealers and dealing with angry tenants, 

he decided to turn to flipping real estate. Ray quickly became an expert in the art of 

flipping houses and marketing real estate online. This led to being featured in the Real 

Estate Investors Publication (REIP) magazine as an up and comer. Ray flipped over 200 

houses with hardly any money down, no credit and no risk. This led to a very lucrative 

speaking career teaching others how to do the same. In 2005, Ray founded the 

networking and education group called The Forever Wealth Club. The FWC grew 

branches into Pittsburgh, Fort Myers, and Morgantown, West Virginia. 

For over a year, Ray spoke on the circuit for a real estate investor education group. 

Twenty-two days a month on the road traveling to San Diego, Chicago, Miami, Phoenix, 

Vegas, Ray was selling a $7,000 system in a 90 minute pitch was certainly lucrative but 

had totally taken Ray out of the reason why he quit corporate America years earlier. He 

missed his kids. That is when he asked himself a few questions: 

“What would you do if you had all the money in the world and money no 

longer mattered?”  

“How would you spend your day whether you were getting paid or not?” 

 

Financial Devastation Strikes 

In 2008, Ray’s real estate investment company started to decline. He had grown used 

to a very high income flipping houses and having rental properties and that all came 

crashing down. “What’s worse than being broke is having made a lot of money, then to 

go broke”.  

 

In 2009 things had become so bad that Ray was personally in foreclosure and on the 

brink of bankruptcy. After going through almost 12 months of depression, Ray got 

angry and decided it was time to do something about it. 

 

Ray Higdon and Network Marketing 

The whole reason Ray ever got into real estate 

was after reading Rich Dad Poor Dad from 

Robert Kiyosaki and embracing the idea of 

passive income or cashflow. Ray thought he 

found it with real estate rental properties but 

hadn’t really.  
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Ray was too soon to get a glimpse of a path that would soon become his passion. In 

2006, his good friend and partner Kyle convinced him to join a network marketing 

company.  

 

Reluctantly, Ray started researching the industry as he was filled with doubts that most 

people experience about MLM before knowing anything about it. He found that with 

network marketing you had the possibility of extreme cash flow, ridiculously low 

overhead or risk and the ability to help coach and grow others. Wow, this was what Ray 

had been looking for in other industries but had never found it. In fact, he had failed at 

almost a dozen different attempts at network marketing until July 15th, 2009. 

 

Do The Work and Success Follows 

From the ashes of depression and personal foreclosure, he had enough. Within 14 days 

of making this declaration he found his primary company and started working his butt 

off.  

 

Through the team and leadership of the company he had his first $10,000 month his 

fifth month and his first $40,000 month his 

7th month. He has since gone on to become 

the #1 income earner in the company and 

the first Ambassador.  

 

Ray’s story is testament that anyone can get 

to where they want to go regardless of where 

they are currently located.  

 

Now Ray spends his time helping others reach their financial goals using Internet 

marketing, Social media marketing and coaching them to have a “no-limits” attitude.  

 

Ray works out of his house and spends quality time with his kids doing what he loves to 

do! “When you love what you do, no day is actual work!” 

 

Ray attributes his success to constantly moving and failing forward. Even when Ray had 

about $300 in the bank, no one knew his financial struggles as he knew it was only 

temporary. Ray teaches people that they can live the life of their dreams if they are just 

willing to suspend their disbelief for an extended period of time and have the discipline 

it takes to work toward your dreams every single day.  

 

http://rayhigdon.com/wp-content/uploads/2008/09/Congratulations-Ray1.jpg
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Ray believes we are meant to live an abundant, rewarding and fulfilling life. Ray also 

attributes a lot of his success to the transformational learning taught by Landmark 

Education. It was there that Ray realized his whole life had been about proving himself 

to others. Now, it is all about proving himself, to himself. 

 

To Connect With Ray, Visit www.Facebook.com/RayHigdonPage 
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